A large number of banks available make people be more freely in choosing the best bank for their needs. People can be more freely to switch from one bank to another this makes the loyalty level of bank customers decreased, even though the efforts and cost spent for maintaining the customers cheaper than the efforts and cost spent for getting new customers. Relationship is one of the answers to the problem, relationship marketing is a marketing principle which emphasizes and takes effort in maintaining good long term relationship with customers. This research aims to, analyze the influence competence, communication, and conflict handling towards relationship quality, mediated by relationship quality, and towards customer loyalty. The research was conducted by collecting quantitative data through questionnaires distributed to 130 respondents. The objects of this research were the priority customers at Niaga Bank, and it used purposive sampling technique. This research conducted by using Structural Equation Model method. The result of this research showed that, (1) relationship marketing which consists of competence component, communication, and conflict handling have significant influence and positively towards relationship quality, partially and simultaneously, (2) relationship marketing have significant influence and positively towards customer loyalty which is mediated by relationship quality, and (3) relationship quality have significant influence and positively towards customer loyalty. 
Introduction
One of the main objectives of a company is retaining the customers, because loyal customers will commit to be loyal to a company and buy the product or services offered in the future. Loyal customers will also help promote the company. They will promote strong words of mouth (WOM), provide references and give advice to other recommend, so that loyal customers will provide several benefits such as increased sales through purchasing a wider and make more purchasing frequency. This thing can decrease the costs of the company to serve customers, and costs that required To maintain and strengthen the position a Bank in Indonesia, Bank should be able to maintain good relationship with customers and makes them become loyal which can result in increasing of sales and expansion market due to the reference of the loyal customers. One customer segments that need to be considered is the priority customers, this is because the customer segment has a huge potential to increase the portfolio of third-party funds that can be managed by the bank and is one Ndubisi et al. (2007) .
Conflict handling is defined as cooperative action to minimize the negative result of the involvement of significant potential (Ndubisi and Wah, 2005) . The solving conflict is also defined as the ability of sellers to minimize the negative consequences of the real or potential conflict. The solving of the conflict reflects the ability of sellers to avoid potential conflicts, resolve apparent conflicts before they create problems and the ability to openly discuss solutions when problems arise.
Relationship Quality
Relationship quality by Ndubisi et al., (2007) 
Loyalty
Loyalty is a deeply held commitment to buy again the product or service that is desired in the future even though there are situational influences and marketing efforts have the potential to cause switching behavior (Oliver, 1999) .
The customer's loyalty will help promote the company. They will do strong word of mouth, creating a business submission, provide references and to give advice to others or recommend (Bowen and Chen, 2001 ). With the activities for loyal customers, then there are some advantages as described above, but besides that customer's loyalty will also increase sales through purchasing a wider and make more purchasing frequency.
Hypothesis Development
Studies that conducted by Ndubisi et al, (2007) 
Population and Sample
Sampling techniques using nonprobability sampling is a sampling technique does not provide the same opportunities to every member of the population to be elected as members of the sample. Sampling techniques using purposive sampling that take samples with specific criteria (Sugiyono, 2011) . The population of the study is all priority customers in Niaga Bank Indonesia with the population number of 907 customers.
In determining the number of samples and population, the researcher uses the theories by Hair, et al. (2007) Besides, secondary data is obtained by documentation study.
Result
In 
Discussion
The result of this study which is consistent with the preceding study is Jurnal Manajemen Vol. 11 No. 2, September 2016 Citizens is similar to Indonesian citizens.
Relationship marketing is a marketing activity focusing on customers, so that all marketing activities are performed to build a good long-term relationship with the customers, if the good long term relationship is built, customer loyalty to the company must be established. This marketing concept can be applied every where for as long as the customers are concerned and prioritized, the good long term relationship will be built and the customer loyalty will follow.
Implication Managerial
Based on the result of the 
Conclusion
There is a significant effect 
